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Succession Planning Is a 
Business Strategy
A
n almost revolutionary reshuffling of CPA 
firm ownership is about to take place," writes 
Bill Reeb, CPA, of Winters and Reeb, PLLC, 
Austin, Texas, in a book soon to be published 
by the AICPA, entitled Securing the Future: Building a 
Succession Plan for Your Firm. Reeb bases this conclusion on 
data about CPA firms reported in two recent surveys, the 
2004 PCPS/TSCPA National Management of an 
Accounting Practice Survey and the PCPS Succession 
Survey. Reeb is as certain about the coming ownership 
reshuffling as he is that CPA firm leaders need to recognize 
that “a successful firm succession is less about the legal 
agreements and more about the entire business strategy.”
In response to CPA firms’ need to ensure successful shifts 
in leadership, PCPS is developing resources to help them in 
the transition. Reeb’s book, including a DVD with check­
lists and analysis by a panel of experts, is the centerpiece of 
these resources. Additional resources in other media are 
being planned. They include Webcasts on CPA firm succes­
sion and a CPE course based on the book. (See the sidebar 
entitled, “Resources for CPA firm succession planning” on 
page 2.) In addition, a succession planning track is planned 
for Practitioners’ Symposium, June 5-8, 2004, in Orlando, 
Florida, where Bill Reeb will be the Keynote Speaker.
The strong will prevail
Because of current demographic forces in the CPA profes­
sion (trends related to age, gender, and retirement), Reeb 
predicts that “public accounting will be poised to embrace 
a great deal of consolidation of firms during the next 
decade. . . . Firms with strong leadership and well-defined 
processes and procedures will be positioned to consume the 
excess demand from both firms (trying to sell) and clients 
(looking for a new CPA firm because their CPAs appear 
lost in transition).”
Enhancing firm value
Reeb’s book is as much about creating value in your firm as 
it is about succession planning. He offers guidance about 
creating an infrastructure that helps a firm to organize its 
processes and policies, thereby increasing a firm’s value and 
its ability to transition smoothly to new owners. “Succession 
is about business strategy,” he says. “What you will find is 
that almost every aspect of succession is influenced by multi­
ple areas within the business. For example, firms often can­
not address simple changes in a retirement agreement 
without revisiting the compensation formula, which cannot 
be adjusted without considering ownership percentages, 
which then have to consider the impact on management and 
voting privileges. ... In order to address succession, you 
have to look holistically at the firm and its processes to find a 
viable solution.”
Sole proprietors and small firms
In a “Note to Sole Proprietors” in the book’s introduction, 
Reeb says sole proprietors or small firm owners can benefit 
from his book by asking, “How can I apply these concepts 
to my situation?” Larger firms are potential suitors. 
Understanding their priorities will make it easier to inte­
grate with them.
Having consulted with practices as small as $200,000 
and as large as $50 million, Reeb understands sole-propri­
etor and small-firm issues. He owns a small firm himself 
and says that his work in developing this book helped him 
make decisions about how his firm will operate in the 
future. “So,” he concludes about the relevancy of the book 
to these owners, "as one small firm owner to another, when 
you feel as if you’re getting mired in the detail, keep in 
mind that there is ‘a pony in there somewhere.’"
continued on next page
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Resources for CPA firm 
succession planning
Securing the Future: Building a
Succession Plan for Your Firm
Product no.: 098486
Pricing: Book and CD: nonmembers $97.50
AICPA members: $78.00 
PCPS members: $48.00 
Live Webcasts
(2 CPE Credits)
Positioning Your Firm for Successful Transition
May 25,2005,1:00-3:00 p.m.
Strategies to Facilitate Transition and
Create Firm Value
June 20, 2005, 1:00-3:00 p.m.
AICPA members: $79.00
PCPS members can participate in each Webcast at no cost by reg­
istering through email to pcps@aicpa.org. PCPS members who 
wish to receive CPE credit will be charged $29 per Webcast. 
These members should log onto www.pcps.org to retrieve the dis­
count information and purchasing instructions.
CPE
Securing the Future: Building a Succession
Plan for Your Firm
DVD/Manual (120-minute video)
Product no.: 180321
Pricing: AICPA Member $160.00
Nonmember $200.00
Conferences & Forums
Practitioners Symposium, June 5-8, 2005
Omni Orlando Resort at Championsgate
Orlando, FL








PCPS members receive $100 registration discount on 
these conferences. For more information and to register, visit 
www.cpa2biz.com.
Taxing Situations
Discovering Errors in a Prior Year’s Return
Y
ou discover that a tax return client privately sold a 
valuable painting during tax year 2003, resulting 
in a gain of $1,000,000. You did not know this 
when you prepared the 2003 tax return, and when 
you address the subject, the client says she "forgot" to inform 
you of the transaction. When you tell her the return should be 
amended to reflect the sale, she says she will not comply.
The AICPA’s Statements on Standards for Tax Services (SSTSs) 
Statement No. 6, Knowledge of Error: Return Preparation addresses 
such circumstances, and requires CPAs to inform clients of the 
need to amend a prior year’s return due to an error. While there is 
no requirement to do so in writing, it is considered to be a best 
practice. Statement No. 6 also asserts that if the CPA is asked to 
prepare the current year’s tax return and the client has not taken 
action to correct an error in a prior year’s return, the CPA should 
consider whether to withdraw from such preparation and think 
about terminating the relationship. If the CPA does prepare the 
current year’s return, he or she is obligated to take reasonable steps 
to ensure that the error is not repeated.
The SSTSs (Statements 1 through 8) are the AICPA’s ethical 
standards for tax practice. Treasury Department Circular 
No. 230 contains regulations governing practice before the 
IRS. The SSTSs are available on the AICPA Web site at 
http://www.aicpa.org/download/tax/SSTSfinal.pdf, and 
Circular No. 230 is available on the IRS Web site at 
http://www.irs.gov/pub/irs-pdf/pcir230.pdf.
Contributed by Arthur Riber, ESQ., CPA, Woodbury, NY. Brought 
to you by the AICPA Professional Liability Insurance Program. This 
article is not intended to cover every rule, standard, or situation, nor is 
it intended to constitute tax, accounting, or legal advice of any nature.
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A Service to Help 
Clients Create 
Value
All firms need to look into the future and plan for 
what they see. One group of practitioners developed 
a strategy for the future they saw by creating a 
service that will allow them to leverage their 
knowledge and experience to expand services, 
replace clients who may be lost because of market 
forces, and offer a noncompliance service with an 
ongoing revenue stream. How and why they did 
this is the subject of the following interview with 
Jim Rigby CPA/ABV, ASA, and Mike Mard 
CPA/ABV, ASA, coauthors of the book 
Driving Your Company’s Value: Strategic 
Benchmarking for Value.
The Practicing CPA (PCPA): Jim and Mike, you've 
both have been practicing for a long time and have 
focused primarily on business valuation (BV), even 
writing books and numerous articles and develop­
ing courses in that practice area. What led you to 
focus on another area and write a book on it?
Jim: Four or five years ago, we started looking for a solution to 
the long-term strategic problems we faced as the senior partners 
of our business valuation firm. We believed our firm, like all BV 
firms and BV departments of CPA firms, faced several long-term 
strategic issues. In general, CPA firms face most of these issues. 
They include finding ways to:
• Effectively expand our service offerings and product lines.
• Replace future business that will be lost to tax-law changes 
and low-cost providers.
• Develop a noncompliance service with an ongoing income 
stream.
• Leverage our CPA and valuation knowledge on “what creates 
value.”
Eventually, we ended up with the strategic benchmarking for 
value (SBV) concepts—concepts that are used to drive a com­
pany’s value higher.
PCPA: How did you start the process of finding a 
solution?
Mike: It was exactly as you have put it; it was a process. Over 
time, we developed a set of criteria for the solution:
• The solution has to be packaged as a product to sell. It cannot 
be a hard-to-sell concept.
• We have to be able to separate the process from the end data.
• The solution should be based on face-to-face work, in which 
the CPA brand excels, and cannot be shipped offshore or lost 
to low-cost providers or mass producers in the United States.
• The solution should be in the noncompliance area. We want 
a service that clients want and are not forced to buy to com­
ply with government mandates or legal actions. We want the 
client to want us.
• The solution should be sellable to clients in modest-size 
chunks, $2,000 to $5,000 a month, or in $10,000 to 
$25,000 blocks.
• The solution has to be replicable, which allows us to leverage 
staff.
• We have to be able to use an easy-to-implement process to 
market the solution.
• Finally, we want the solution to be sellable to our existing 
client base. We want to cross-sell our client and referral base.
Jim: We also developed two additional goals that were more dif­
ficult to get our arms around. First, we wanted a service in 
which the key components of the process could be automated; we 
could leverage our time through automation. The automation 
needed to be related to the communication process with the 
client and data collection from the client.
Second, we wanted a solution we could share with other 
CPAs and consultants. Mike and I have built our careers on the 
concept of “success through collaboration.”
We continue to share the process with a community of serv­
ice providers who share similar education, goals, values, and 
beliefs. We believe the solution ultimately will involve a group 
larger than we can develop internally within our own firm. One 
of our profession’s weaknesses is that most of us are in small to 
mid-sized firms without the critical mass to develop a strong 
consulting group, based on a brand concept, from scratch. We 
think SBV can fix that.
PCPA: Earlier, you said the solution had to be con­
nected to some type of marketing process that CPAs 
could implement. What do you mean by this?
Mike: Unless we can sell our solution, it will not generate rev­
enue for the firm. It does no good to build a box and not sell it. 
Therefore, we needed a related marketing process. During our 
development process, we discovered “education-based” market­
ing, a concept based on educating your clients and potential 
clients about the solution to their problem. If your clients under­
stand the solution and see you as an authority on the solution, 
you have set yourself apart from your competitors and you will 
be the one who gets the engagement.
This concept is consistent with what we do as CPAs, 
although we all do it with different levels of success. Basically, 
the system is based on branding by writing articles, developing 
white papers, making speeches, conducting seminars for clients 
and trade groups, even writing books. We expect to be able to 
train novice and veteran professionals to use the system and, 
within a practical amount of time, to generate new firm rev­
enues. We’re extremely excited about this.
continued on next page
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PCPA: You've told us why you developed SBV as 
the solution for your strategic needs; now tell us 
about SBV.
Mike: The goal of today’s owners and managers is to be able to 
continually drive their company’s value higher. At the core of 
SBV’s process is our belief that a company can increase its value 
only through satisfying the customer’s real or perceived needs, 
wants, or desires. Identifying and targeting the critical success fac­
tors (CSFs) to satisfy those needs is vital. In order to improve the 
company’s performance in the right areas, it is necessary to drill 
down through the company’s layers and into its systems, people, 
and other resources.
Letters to the Editor
The Practicing CPA encourages readers 
to write letters on practice management 
and on published articles. Please remem­
ber to include your name and telephone 
and fax numbers. Send your letters by 
e-mail to pcpa@aicpa.org.
SBV is based on a frame­
work that starts with measur­
ing the company’s return on 
strategic effectiveness. By mon­
itoring the company’s cash 
flows; return on equity; and the 
return’s underlying compo­
nents of profitability, turnover, 
and leverage; strategic effec­
tiveness can be achieved by 
managing the enterprise’s six 
types of capital resources.
Using SBV’s structured approach, the consultant can assist man­
agement in allocating the company’s capital resources appropri­
ately to achieve its maximum growth in value. This process is 
referred to as alignment.
The SBV process includes a set of replicable tools, methodolo­
gies, and procedures used with all clients and taught to new con­
sultants, allowing the firm to leverage its systems. The SBV 
process utilizes automated analysis tools that can be used in the 
original engagement and sold to the client annually to monitor 
systems and alignment, therefore leveraging the consultant’s time.
Using the SBV process, over time, the consultant can imple­
ment the benchmarking and performance management system by 
tailoring its components to the company’s capabilities. The SBV 
process is a holistic approach that starts by identifying critical suc­
cess factors and appropriate financial and nonfinancial perform­
ance measures; moves on to designing scorecards linking 
compensation to appropriate behavior and accomplishments; and 
finishes by putting it all together with a cost-effective, usable 
benchmarking and performance management system allowing 
management to drive its company’s value.
PCPA: That explains the process of developing SBV 
and what the SBV process is, but why did you 
write the book?
Jim: This is our fourth book. Along with our partners, such as 
Jim Hitchner and Steve Hyden, we’ve learned a lot about writing 
books—lessons both good and bad. The biggest advantage for us 
in writing the book is that it forced us to focus and formalize the 
structure of our solution. Without a formal structured process, it 
would be impossible to train others to implement the system. If 
we could not train others, the process would be totally dependent 
on us and we could not leverage the other resources of the firm to 
the point of critical mass by ensuring that other professionals 
could use the system.
Second, we wrote the book to use as a marketing tool. We 
learned from our other books that authoring a book enhances the 
firm’s creditability in the marketplace. More important, under an 
“education-based” marketing, the book is the key to educating 
clients and potential clients about SBV, the solution we are offering. 
We wrote the book in such a manner that any CPA or consultant 
using SBV methodologies as part of their consulting services could 
use the book as a marketing tool for their own practice.
PCPA: When your firms focused primarily on busi­
ness valuation, you were founding members of the 
Financial Consulting Group, a membership organi­
zation for firms offering business valuation and liti­
gation services. Do you expect that a similar 
organization will evolve out of firms' providing 
SBV services?
Jim: The Financial Consulting Group has been very successful in 
helping its member firms grow their BV practices, in 
providing advanced BV and litigation training, in assisting mem­
bers marketing their firm’s business valuation practices, and in 
sharing knowledge among its member firms. FCG has grown to 
be the largest and most prominent association in the United 
States for the business valuation departments of CPA firms and 
specialty business valuation firms.
With the SBV network, we’ll attempt to provide the same or, 
if possible, even better benefits to CPAs and consultants using the 
SBV methodologies. One of its key objectives will be to provide 
automated tools to leverage the consultant’s time and revenue­
generating capabilities. Planned tools will even benefit other 
practice areas of CPA firms, such as company risk analysis in the 
auditing group.
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PCPS, the AICPA alliance of the CPA firms, rep­
resents more than 6,000 local and regional CPA 
firms. The goal of PCPS is to provide member 
firms with up-to-date information, advocacy, 
and solutions to challenges facing their firms 







or several years, Hansen, Barnett, and Maxwell of Salt 
Lake City, Utah, has scheduled a partners’ retreat 
around the AICPA Practitioners’ Symposium, accord­
ing to firm member Newell Johnson. Practitioners’
Symposium offers a variety of tracks of interest to most partners 
and other firm members, so it’s a likely opportunity to have 
firm members meet to learn about current and future issues and 
discuss their impact on the firm and how to address them. 
Similarly, Eva Lang, CPA/ABV, chief operating officer of the 
Financial Consulting Group (FCG), says her organization usu­
ally schedules a meeting for leaders of member firms around 
the AICPA National Business Valuation Conference. FCG is an 
organization of independently owned accounting, business val­
uation, and financial services firms.
Obvious benefits of scheduling such retreats before or after con­
ferences are the savings in transportation costs and in travel time. In 
addition, hotel costs can be reduced because most participants in 
AICPA conferences can get the conference rate (usually a significant 
reduction) extended for three days before or after the conference.
Resources for Partner Retreats
"A Long-Term Investment The CPA Firm Retreat," 
by Tom Morris in The CPA Journal
http://www.nysscpa.org/cpajourna1/2003/0403/ 
features/f044803.htm
"Getting the Most Out of Partner Retreats” by Sam 








"The Ten Biggest Mistakes CPA Firms Make" by 




A New Policy on Peer 
Review Reports
There is a change in policy regarding how PCPS 
members submit their peer review reports to PCPS 
for inclusion in the public file. As of January 1, 
2005, the state societies no longer automatically 
forward peer reviews of PCPS members to PCPS. 
Each PCPS member will be contacted directly and 
asked to submit the documents to us for inclusion 
in the public file.
State CPA societies administer the AICPA peer 
review program for firms headquartered in that 
state or arrange for another state society to admin­
ister them. There are 41 state societies that admin­
ister reviews for the 54 licensing jurisdictions, 
which include the District of Columbia, Guam, 
Puerto Rico, and the Virgin Islands.
For more information about the Peer Review 
program, visit http://www.pcps.org/firm/ 
firm_info.html.
Taking time to focus
Another advantage is the opportunity to have an off-site meeting 
at a resort, away from the office. This isolation can contribute to a 
productive meeting because it increases the likelihood that part­
ners and others won’t be interrupted, allowing them the time 
needed to focus on the retreat’s agenda. An off-site location also 
fosters a focus on “the big picture,” says Ron Kaufman, who 
works with companies, government organizations, and industry 
associations in planning and facilitating retreats and other meet­
ings. The isolation can also contribute to an open discussion of 
new perspectives that may be offered at the associated conference. 
Furthermore, there may be an opportunity to engage conference 
speakers who can offer insights into these new perspectives and 
other issues that may arise. Some speakers may also be helpful to 
the group in identifying, discussing, and resolving critical issues.
Actions must follow
If you “google” partner retreats, you’ll find much guidance on 
organizing and conducting retreats. Two items that appear repeat­
edly in this guidance are:
1. Use an outside facilitator. Look for an experienced facilitator. Ask 
for some references, and find out from his or her clients whether 
he or she was impartial in facilitating the retreat, kept the group 
focused, and made sure that everyone spoke and was heard. You 
also should prepare the facilitator by providing information 
about the nature of your firm and its management.
2. Put action plans in writing. Monitor the plans that are generated 
at the retreat in some way and encourage participants to exe­
cute their assigned tasks.




The AICPA’s Accounting and Review Services 
Committee has issued three separate exposure 
draft Statements on Standards for Accounting 
and Review Services (SSARS).
S
tatements on Standards for Accounting and Review 
Services (SSARS) currently provide guidance concerning 
the standards and procedures applicable to the compila­
tion and review of financial statements. By definition, pre­
sentations of specified elements, accounts, or items of a financial 
statement or pro forma financial information are not financial 
statements. The proposed Statement, Compilation of Specified 
Elements, Accounts, or Items of a Financial Statement and Pro Forma 
Financial Information, will allow an accountant to compile financial 
statement elements, accounts, or items of a financial statement or 
pro forma financial information in accordance with SSARS. The 
proposed Statement will not amend or revise the guidance in 
Chapter 4, “Reporting on Pro Forma Financial Information,” of 
Statement on Standards for Attestation Engagements (SSAE) No. 
10, Attestation Standards: Revision and Recodification (AICPA, 
Professional Standards, vol. 1, AT sec. 401), which provides guid­
ance to a practitioner who is engaged to issue or does issue an 
examination or review report on pro forma financial information. 
Additionally, the proposed Statement will not amend or revise the 
guidance in Statement on Auditing Standards No. 62, Special 
Reports (AICPA, Professional Standards, vol. 1, AU sec. 623), as 
amended, which provides guidance if an independent auditor is 
requested to express an opinion on one or more specified elements, 
accounts, or items of a financial statement. The proposed 
Statement would be effective for the compilation and review of ele­
ments, accounts, or items of a financial statement and pro forma 
financial information for periods ending on or after December 15, 
2005. Early application is permitted.
The proposed Statement, Restricting the Use of an Accountant’s 
Compilation or Review Report, will provide guidance to accountants 
on restricting the use of reports issued pursuant to SSARS by: 
• Defining the terms general use and restricted use.
• Describing the circumstances in which the use of an accoun­
tant’s report should be restricted.
• Specifying the language to be used in accountant’s reports 
that are restricted regarding use.
The proposed Statement would be effective upon issuance.
The proposed Statement Omnibus Statement on Standards for 
Accounting and Review Services—2005 would:
• Amend SSARS No. 1, Compilation and Review of Financial 
Statements (AICPA, Professional Standards, vol. 2, AR sec. 100), 
to require the accountant to communicate all instances that 
come to his or her attention in which he or she has found that 
fraud may exist.
• Amend SSARS No. 2, Reporting on Comparative Financial 
Statements (AICPA, Professional Standards, vol. 2, AR sec. 200), 
to allow for the successor accountant to compile or review a 
restatement adjustment if prior period financial statements 
have been changed.
• Amend SSARS No. 1 to provide guidance regarding if an 
accountant should consider obtaining an updating representa­
tion letter from management.
The proposed Statement would be effective for compilations 
and reviews of financial statements for periods ending on or after 
December 15, 2005.
The exposure drafts are currently available on the AICPA’s 
Web site at http://www.aicpa.org/members/div/auditstd/ 
drafts.asp.
Send comments via e-mail to Michael Glynn at 





The exposure period ends June 15, 2005.
Submit comments to Bvstds@aicpa.org
The AICPA released for public exposure a draft of proposed 
Business Valuation Standards for comment by interested stake­
holders. The proposed standards consist of guidelines for the 
development of valuation conclusions and reporting on the 
results. The standards would apply to AICPA members who per­
form valuation services in a variety of circumstances, including 
• Tax




Because the proposed standards will affect many practice areas, 
Michael A. Crain, CPA/ABV, CFE, chairman of the AICPA 
Business Valuation Committee, urges practitioners to get their fel­
low CPAs involved in providing comments on the exposure draft. 
Users of CPA valuation services are expected to benefit from these 
standards because they encourage consistency and disclosure in val­
uation development and reporting. Once the standards are final, 
CPAs who are AICPA members will be required to comply with 
them when performing a valuation engagement that reaches a con­
clusion of value or an indication of value. AICPA members will see 
an outreach in coming months to increase members' awareness of 
and to educate them about the BV standards.
You can download the exposure draft at www.aicpa.org/BVFLS. 
Comments are due by June 15, 2005.
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CPS is here to help you suc­
ceed. How? We look at 
resources and regulations and 
consider how they will affect 
our members, namely, CPA firms. We 
bring you up-to-date tools and informa­
tion that shape your practice today and 
will help your business in the future.
PCPS/TSCPA National 
MAP Survey Goes 
Biennial
S
tate societies and CPA firm 
participants have indicated 
that it is not necessary to con­
duct the PCPS/TSCPA 
National MAP Survey every year. 
Their reasoning? CPA firm business 
operations data doesn’t change that 
much year over year. We agree. As a 
result, PCPS has decided to conduct its 
National MAP Survey every two years. 
We believe the true value of the data is 
realized after respondents incorporate 
what they learn from the findings into 
their management decisions, and then 
view changes in the data in the follow­
ing year.
We’ll be looking for your responses 
again in 2006, but until then, we’ll be 
mining the extensive data we currently 
have and developing useful practice 
management tools for you and your 
firm. We will use 2005 to take differ­
ent looks at the results from the 2004 
survey and possibly from the last three 
years. We have already created a tax 
summary, which you can access at 
http://map.pcps.org/misc/maphome 
/taxextract.pdf, and are working on 
another one for staffing.
There’s still time to get your hands 
on the 2004 data! The full survey 
results are FREE to all PCPS members. 
Nonmembers can join PCPS for $35 per 
CPA in the firm (up to a maximum of 
$700) to take advantage of this member 
benefit. Alternatively, non-PCPS mem­
bers can purchase data reports for $300 
with a $100 discount to respondents and 
an additional $100 discount for AICPA 
members. For more information, call 1- 
800-CPA-FIRM or visit www.pcps.org 
and click on the 2004 PCPS/TSCPA 
National MAP Survey logo on the left 
side of the screen.
PCPS to Unveil 
New Web Site!
P
CPS is putting the finishing 
touches on a new Web site 
that will provide member 
firms with a more compre­
hensive collection of practice manage­
ment tools, news, and resources. 
Specifically targeted to local and 
regional firms, the new Web site will 
be unveiled at the Practitioners 
Symposium in Orlando, FL, in June. 
Conference attendees will also be wel­
comed at a tutorial demonstrating the 
site’s new features and navigation.
Please note: Managing partners of 
PCPS member firms should watch for a 
special e-mail that will contain a firm 
unique URL address. This will be your 
firm’s access to members-only benefits 
on the site. PCPS asks that you share 
this URL with anyone in your firm 
who might want to access the new site.
PCPS MAP Networks
T
he PCPS MAP Networking 
Groups have finalized 
agendas for their spring 
programs. Each group pro­
vides a forum for firms to discuss com­
mon goals, concerns, and best practices; 
and offers participants the opportunity to 
talk about their areas of expertise, and 
identify potential alliance partners and 
referral sources.
The Medium Firm Group met in 
April in San Diego, which featured a 
presentation by Gale Crosley on how to 
launch a new niche. The Large Firm 
Network Group will review reports 
from the PCPS/TSCPA National MAP 
Survey to identify critical benchmarking 
data at its meeting in Las Vegas 
this month.
Meetings are open to all PCPS mem­
ber firms. Here are dates and locations:
• Small Firm Network Group-For firms 
with 1 to 9 CPAs, May 5 and 6, 
Washington, DC
• Large Firm Network Group-For firms 
with 25 to 49 CPAs, May 12 and 
13, Las Vegas, NV
For more information, please visit 
www.pcps.org, click on “Committee 
Central” and then “Network Groups.” 




f you are among the thousands of 
firm partners who feel uneasy 
about the future, then you won’t 
want to miss this Webcast series.
For a practical discussion of succession 
and ownership transitions, register for 
the PCPS Webcasts, scheduled for May 
25 and June 20. To register, or to find 
out more information, please visit 
www.cpa2biz.com.
This summer, we will launch a com­
prehensive series of products designed 
to help firms manage the transition 
from one generation of owners and 
managers to the next.
Upcoming Conferences
Mark your calendars for the following 
conferences:
• Compensation Strategy. Learn 
how the right compensation system 
can boost morale, bring in more 
business, increase productivity lev­
els, and drive growth and stability at 
the Accounting Firm Partner 
Compensation Forum on June 23 
and 24 in Las Vegas. Go to: 
.www.northstarconferences.com
• Staffing. A challenging issue for 
most small firms, staffing will be 
addressed at an Advisory Board and 
AICPA cosponsored conference on 
July 21 and 22 in Chicago. Go to: 
.www.cpa2biz.com/conferences
• Technical Symposium The annual 
National Advanced Accounting and 
Auditing Technical Symposium 
(NAAATS) will also be held on July 
21 and 22 in New York City. Go 
to: .www.cpa2biz.com/conferences
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Instant Answers 
to Your Questions
Here's a Web site that will help you get 
answers to your questions without wading 
through a long list of Web links.
S
ometimes I miss the World Book. It was so comforting 
back in high school to pick up the heavy white volumes 
and flip open the pages, knowing absolutely that you 
would be able to find the major products exported by 
Peru. If only there were an online World Book that included 
business terms in addition to Peruvian exports.
Answers.com (www.answers.com) comes close. It is a free ref­
erence search service. Instead of a search engine that serves up a 
list of links that you must chase down, Answers.com displays 
quick, snapshot answers based upon content from more than 100 
authoritative encyclopedias, dictionaries, glossaries, and atlases.
Here is an example of how Answers.com differs from normal 
search services. Suppose you want information on the Black 
Scholes Option Pricing Model. In Google, if you type in "Black 
Scholes," you get a long list of links starting with a link to a page 
with photographs of Myron Scholes and Fischer Black. There are 
links to books about the Black Scholes Model and links to Black 
Scholes calculators. All these sites might be very helpful in learn­
ing about Black Scholes, but you have to try a number of the links 
before you can find a simple outline of the formula.
The results from a search on Black Scholes in Answers.com is 
very different. You see a cleanly-formatted page that includes a 
definition from the
By Eva M. Lang, CPA/ABV, ASA TInvestopedia. Then
there is a long article on Black Scholes, with the basic formula, 
the extended formula, and the derivation of the formula from the 
Wikipedia encyclopedia.
The Wall Street Journal says that Answers.com is a start toward 
a new search paradigm whereby the object is to provide real 
instant information, not just links to pages where that informa­
tion may, or may not, be found. Give it a try and you may forget 
all about the World Book.
Eva M. Lang, CPA/ABV, ASA, is chief operating officer of Financial 
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